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Livestock	  produc/on	  in	  Botswana	  is	  usually	  subdivided	  into	  commercial	  (fenced	  grazing	  areas)	  and	  tradi/onal	  (communally	  grazed	  areas	  focused	  on	  borehole-­‐centred	  ca?le	  posts)	  farming.	  More	  than	  80%	  of	  
all	  ca?le	  reared	  in	  Botswana	  (about	  2.1	  million	  heads)	  are	  bred	  in	  the	  tradi/onal	  system.	  Although	  the	  smallholder	  or	  tradi/onal	  farming	  system	  primarily	  involves	  ca?le,	  it	  is	  likely	  that	  an	  even	  greater	  share	  
of	  the	  country’s	  small	  stock	  (sheep	  and	  goats)	   is	  also	  run	   in	  the	  tradi/onal	  system.	  Despite	  the	  aforemen/oned	  advantage,	   the	  smallholder	   livestock	  sector	   faces	  a	  big	  challenge	   in	  exploi/ng	  the	  growing	  
na/onal	  and	  regional	  demand	  for	  meat,	  as	  well	  as	  preferen/al	  access	  to	  the	  EU	  market.	  The	  incen/ves	  for	  value	  addi/on	  in	  pursuit	  of	  these	  markets	  appear	  to	  be	  limited.	  There	  is	  also	  limited	  evidence	  of	  
innova/on	  in	  the	  value	  chain,	  par/cularly	  for	  small	  stock.	  An	  observed	  result	  is	  that	  imported	  small	  stock	  meat	  is	  frequently	  seen	  on	  retail	  shelves	  around	  the	  country.	  	  
	  
To	  iden/fy,	  understand	  and	  u/lize	  the	  poten/al	  beneﬁt	  for	  value	  addi/on	  and	  poverty	  reduc/on	  in	  Botswana’s	  livestock	  sector,	  the	  study	  explores	  the	  exis/ng	  value	  chains	  in	  which	  livestock	  products	  are	  
produced	  and	  traded.	  Producers,	  butchers,	  retailers,	  input	  suppliers	  and	  consumers	  from	  Central	  District	  were	  brought	  together	  for	  a	  workshop	  and	  individual	  survey	  to	  assess	  
•  	  the	  country’s	  markets	  and	  interac/on	  of	  value	  chain	  actors,	  	  
•  the	  roles	  of	  key	  players,	  and	  	  the	  cri/cal	  constraints	  that	  limit	  the	  growth	  and	  compe//veness	  of	  smallholder	  livestock	  produc/on	  system.	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The	  main	  market	  channels	  reported	  for	  selling	  ca?le	  in	  the	  Central	  District	  are	  BMC	  and	  butcheries,	  
with	  few	  sales	  to	  individuals.	  	  
	  
	  
	  
	  
	  
For	   sheep	   and	   goats,	   the	   main	   channels	   were	   sales	   to	   individuals,	   followed	   by	  
butcheries.	  This	  is	  supported	  by	  the	  report	  from	  agricultural	  sta/s/cs	  (Figure	  2).	  	  
	  
	  
	  
	  
Household	  demographics:	  	  	  	  	  	  	  	  	  	  	  	  	  	  
-­‐  predominantly	  male	  	  
-­‐  with	  li?le	  educa/on	  	  
-­‐  some	  two	  thirds	  under	  the	  age	  of	  60	  
-­‐  some	  90%	  are	  opera/ng	  on	  unfenced	  land	  
Channel	  choice	  
 
Factors	  aﬀec/ng	  channel	  choice	  include:	  
	  
•  Delay	   in	   securing	   sales	   permits,	   a	   prerequisite	   for	   ca?le	   sales,	   due	   to	   non-­‐availability	   of	  
veterinary	  services’	  staﬀ	  and/or	  technical	  diﬃcul/es	  with	  the	  bolus	  or	  bolus	  readers.	  
•  Preferences	   for	   keeping	   ca?le	   into	   advanced	   age,	   at	   which	   point	   BMC	   requires	   delivery	   to	  
collec/on	  points	  rather	  than	  purchasing	  at	  the	  farm	  gate	  .	  
•  Butcheries	  oﬀer	  immediate	  cash	  payment	  at	  reasonable	  prices	  (around	  3,000	  Pula	  per	  head	  for	  
ca?le)	  generally	   irrespec/ve	  of	  age,	  while	  BMC’s	  process	   for	  older	  ca?le	  are	  about	  the	  same	  
but	  paid	  aher	  a	  2-­‐week	  delay.	  	  
•  A	  reported	  lack	  of	  understanding	  of	  BMC’s	  quality	  requirements.	  Prices	  Government	  purchase	  
for	  small	  stock	  provide	  the	  ﬁxed,	  and	  in	  some	  cases	  the	  best,	  prices	  for	  small	  stock	  –	  500	  Pula	  
for	  a	  goat	  compared	  to	  400-­‐700	  from	  a	  butchery.	  
•  The	  prices	  found	  in	  the	  study	  area	  (Figure	  3)	  are	   	  in	  line	  with	  the	  country	  average	  prices	  
received	  from	  diﬀerent	  markets	  (Figure	  4)	  
 
 
Livestock	  revenues	  and	  expenditures	  	  
-­‐  Gross	  margin	  also	  generally	  varies	  posi/vely	  with	  livestock	  herd	  size,	  but	  there	  is	  much	  
varia/on	  around	  the	  trend.	  Excep/ons	  are	  herd	  size	  51-­‐100	  and	  100-­‐200	  TLU.	  Notably,	  
gross	  margins	  are	  nega/ve	  for	  surveyed	  farmers	  owning	  less	  than	  20	  TLU.	  	  
Domes/c	  meat	  retailing	  and	  demand	  
 
-­‐  The	  majority	  of	  the	  respondents	  reported	  buying	  beef	  (62%),	  goat	  (63%)	  and	  sheep	  meat	  
(75%)	  from	  butcheries	  rather	  than	  from	  other	  types	  of	  outlets.	  	  
-­‐  Most	   popular	   cuts	   of	   meat	   were	   reported	   by	   retailers	   to	   be	   whole	   carcasses	   or	   part	  
carcasses,	  deboned	  beef	  and	  cuts,	  and	  deboned	  goats/sheep	  meat	  and	  cuts.	  	  
-­‐  High	  standards	  for	  freshness,	  cleanness	  of	  premises	  and	  of	  the	  meat	  vendors	  appear	  to	  
outweigh	   price	   and	   the	  marbling	   of	  meat.	   Goat	   and	   sheep	  meat	   consumers	   have	   less	  
strong	  views	  about	  product	  quality.	  Retailer	  respondents	  were	  asked	  about	  the	  a?ributes	  
consumers	  prefer	  when	  buying	  meat	  and	  notable	  results	  are	   that	   the	   level	  of	  service	   is	  
perceived	  as	  important.	  	  	  
Background	  
Results	  
38	  
12	  
2	   0	  
17	  
3	  
48	  
4	   2	  
0	  
10	  
20	  
30	  
40	  
50	  
60	  
'0
00
	  P
ul
a	  
	  
Livestock Producers
BMC/Abattoirs
Local
cooperation
Individual
farmers
Government
programs
Speculators/
Agents
Feedlots
Butcheries
Input suppliers
Supermarkets
Consumers domestic
market Consumers
external market
Provision of inputs such
as feed and drugs
Indicates the direct sale of livestock to
consumers and consumers obligatory
to kill the cattle in slaughter houses
Two way supply/demand of livestock
Export of high quality meat to
foreign markets
.
..
Major market channels for cattle
Major market channels for small stock
Conclusions	  
3,444	  
3,102	  
1,990	  
2,500	  
3,205	   3,006	   2,943	   2,839	  
3,570	  
0	  
500	  
1,000	  
1,500	  
2,000	  
2,500	  
3,000	  
3,500	  
4,000	  
Pu
la
	  
•  	  Producers’	  demand	  for	  more	  support	  and	  informa/on	  about	  value	  addi/on	  and	  innova/on	  clearly	  outweighs	  supply	  within	  the	  livestock	  value	  chains.	  
•  Technical	  delays	  in	  sales	  and	  licensing	  procedures	  are	  posing	  a	  signiﬁcant	  challenge	  for	  Central	  District	  farmers	  
•  More	  research	  about	  the	  retail	  market	  is	  necessary,	  par/cularly	  concerning	  value	  a?ached	  to	  a?ributes	  at	  diﬀerent	  points	  in	  the	  value	  chain.	  	  	  
	  
Figure	  1.	  Value	  chain	  map	  in	  the	  study	  area	  
Figure	  3.	  	  Livestock	  prices	  in	  the	  study	  area	  
Figure	  5.	  Gross	  margin	  among	  diﬀerent	  sizes	  of	  farms	  
Figure	  2.	  	  Stallholder	  livestock	  sales	  
to	  diﬀerent	  markets	  (Source:	  MoA-­‐
Botswana)	  
Figure	  4.	  	  Livestock	  prices	  in	  the	  by	  smallholders	  	  
in	  2012	  (Source:	  MoA-­‐Botswana,	  2014)	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